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Big Sales—Little Sales—No Sales 


It’s Up to You Which It Will Be 


By J. B. DILLON 


Somebody said that George Washington had no 
chance to deny that he cut the cherry tree. He was 
caught with the goods, and the truth was the easies 
way out of it, “the truth being sometimes offensive’ 
probably not being one of their slogans er proverbs 
at the time little George tried his hand at forestry 

Whether dad “switched” George off to another 
theme, or “paddled” his canoe, we will not discuss 
but then George later on 
said : 


middle. of a country-wide formation of the same clan, 
and if you allow them to beat you to it, you are going 
to lose sales and lots of them. 

How are we going to get together? 

There are many cities where the gas and electrical 
plants are separate, and it is up to us to get the gas- 
men interested. If thev expect better gas sales. there 
must be better gas appliance sales, and the gasmen 
niust, in conjunction with 
you, form a gas co-opera- 





“In the time of 
prepare for war.” 

No, he did not refer to 
a piece of the cherry cree. 

The only reason that | 
have brought George on 
the carpet is due to the 
fact that I have caught 
some folks with the goods 
and, as | believe that thev 
are 


peace a . ais 


sition in you. 


while you are so veaceful 
It strike that they are 
going to put something 
over on you: therefore. 
you must prepare for it, 
by beating them to it. 
Suppose that somebody 
told you that some reput 


Ss m¢ 


nity. 


able business men had 
formed a co-operative 
electrical league in your 
town, would veu_ place 





anv significance to it? 


Here’s a snappy article that 
ought to arouse a fighting dispo- 
We want you to 
cresaciar tor ‘wat read every line; you'll find it in- 
teresting enough and, besides, it’! 
give you an idea or two that will 
prove workable in your commu- 
Start that old ball arolling 
right now.—Editor. 


tive league where demon- 
strations will be given of 
the wonderful results ac- 
the use of gas 
initial 


cruing from 
appliances 
up-keep, ete, and also be 
able to tel! the 
vould clec- 
and how much 
simpler and saving it is 
by using gas appliances 
The best way to get the 
ladies 1 
plain 


. + 
COsSts. 


peopl 
WA hat it cost 


trically, 


ensemble, or in 
Trish, to get a bar 
gain day sale stampede. is 
to rent a good hig hall 
and get one of our cele 
brated cook-book authors 
to give a free demonstra 
tion of what wonderful 
delicacies can be cooked, 
baked or steamed on our 
and to 
‘eats’ to 


FAs 


ranges, etc 


pass around the 


‘ 








No. 
Well, 


these nice 


suppose that 

reputable gentlemen were connected wit! 
a gas and electrical plant, would you suspicion an\ 
thing? 

You might. 

You had better, and also suspicion it with “all vout 
might,” for that is just what it demands. 

Why? 

Say ! listen. 
just 2 cloaked wavy of telling the world to “de it e! 
trically,” and as there is no charge for advice, cannot 
vou sce that the housewives and friend husband aré 
roing to visit the free show, get convinced. and there 
is going to be the darndest biggest sale of electrical 
appliances that was ever recorded? Yes, it 
that such a league has been formed in Derver during 


This co operative electrical league is 





is true 


the past week and it is no doubt the beginning. or the 


the crowd 

Quite true. this same 
thing has been done before and manv will crv that it 
is old, but there are many good tunes plaved on an 
old fiddle, and then people forget some of the things 
they have not seen recently, and the “free eats” never 
grow old. Then a ehb_ talker i 
kitchen lady: well, he, or she 
for the Lord knows a woman can talk—can, between 
eats, tell the crowd the advantages of gas utensils 
over the electrical ones, both as to the shorter time 
necessary to prepare the edibles, the lesser price to 
pay, both as to initial cost, upkeep, no fuses to blow, 
no tarnishing of a thin-skinned nickle. such as the 
electrical appliances are made of, and an invitation 
to come at anv time before the Co-operative 
League. 


alongside of our 
better make it a she, 


(sas 


Be sure to lay stress upon the fact that the league 
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will be glad to answer free of charge all questions, 
and there will be no one to exact a promise of you to 
buy anything. 

You can do this, and you can also fix up a home 
cheaper than the electrical people, and that is why 
you can combat this electrical willing-to-be octopus. 

There may be some cities where the gas and elec- 
trical plants are run by the same people, and there is 
a friendly rivalry between the two departments. If 
there is, then the gasmen will take to the suggestion 
like a duck does to water, but then it is hardly likely 
that any concern will sacrifice their electrical sales 
for gas, for the simple reason that they are making 
a bigger profit from electrical current sales than they 
are from gas sales. 

If you were to ask them why that is, they might 
say that it is due to the “uncertainty of electricity.” 

Speaking of the “uncertainty of electricity” re- 
minds me of an experience I had with a demonstrator 
of the X-ray at a summer resort. The Crooke’s tubes 
were very expensive when the X-ray was all the go. 
a few years since, and unfortunately the poor fellow’s 
leading-in wire had broken off near the glass bulb. 
only enough of the inside wire being accessible to 
make a contact by firmly holding the two ends to- 
gether, but owing to the roundness of the glass bulb 
and the shock that the demonstrator received while 
trying to hold the broken wire together, the light 
flickered badly, and for one second you would see the 
bones of your hand and the next you would see the 
poor fellow trying to find the place to make contact, 
and it was a difficult task, due to the shock sustained 
and only semi-darknes sto work in. 

I saw what the trouble was, but said nothing. How- 
ever, one of my friends asked: 

“What is the trouble? Why does the light go out 
so often?” 

“Ah, that is the uncertainty of electricity 

I nudged my friend, and when we reached the out- 
side I told him the facts, and while he laughed he 
remarked : 

“You say that is a Crooke’s tube ?” 

“Yes, but spelled a little different than what you 
are thinking of.” 

“Very appropriate, anyway. He’s a dam crook.” 

I disagreed that the man was a crook. He was do- 
ing the best he could, for to have tried to solder the 
wire would have burst the bulb, and the only way he 
could possibly get a new one was by purchase. and 
that required money; he kept after the money. 

If it happens that there are some people ready to 
call our electrical demonstrators crooks, I will be 
forced to disa They must get the money and 
are doing the best they can, yet the 
that the charge for electricity must be excessive when 


” 


facts seem patent 


it is proven so often that there is considerable more 
profit in that business than there is to the gas indus- 
trv, and instead of using that as an argument in our 
favor, we remain silent and the current events are 
e] ctric ] currents. 
Available for All 
It may happen that some dealers are located in the 


cities,” and that the ideas mentioned here 


11 1 
WIG 


in would hardly fit in whole, but there is no city that 
contains a gas plant. or is served with natural gas. 
that is too small for the dealer to institute a sales 
campaign, and one that will prove a reminder for 


many moons and thereafter. 


Hold the demonstration right in your own store, 
or rent the town hall. If one of the well-known ladies 
is a good cook, perhaps she would enjoy the privilege 
to act as your demonstrator, either for money, or “to 
shine.” 

The idea that I am trying to convey is that we 
must be ever alert and never forget that everybody 
is trying to think of some better way than the other 
fellow. 

The reason that one half of the world does not 
know how the other half lives, they are not interested 
enough to inquire, but if you told them that there 
was a burglar in their store trying to get into the 
cash register they would be very much interested, 
wouldn’t they? 

The only difterence between the burglar and the 
Electrical Co-operative League is that the league is 
acting openly and within the law, still they are taking 
cash from your cash register, just the same, and all 
because you are inactive. 


Profiting by Experience 

It is said that a wise man profits by the experience 
of others and certain it is that all wise gas appliance 
dealers will see that when we mention what the op- 
position is doing we are forewarning you, and that 
should be akin to forearming you. You have heard 
of the college boy. The professor can assist him, but 
he cannot do all. He must have co-operation from 
the bov. A negligent student cannot hope to stand 
alongside of those who graduate. Success or failure 
depends upon our individual effort. 

Don’t wait until the iron is hot to strike. but pound 
it so hard with business-getting methods that you 
will malee it too hot for the other fellow to take hold 
of, and then you are a success. Fail to do that and 
you are a failure. 
~ You must meet competition. You cannot escape 
it. Old man “Com” is trying every artifice he can 
think of to defeat you. Why don’t you buckle on 
vour armor, keep it on, and lick him so decidedly that 
the populace will proclaim you, and not he, as the 
great I Am? 


Have You Tried This? 
A Price Reduction Sale That Brings Results 


A unique and unusual price reduction sale of gas 

. T. a. 1 

ranges and heaters was conducted by the Nashville 
Gas & Heating Company, of Nashville, Tenn., dur- 
a od . ee ale ° 

ing the early part of August, a graduating scale oi 


during the 


discounts being allowed to purchasers 


first six davs of the month, and a special allowance oi 
$5 for old ranges and heaters on the eighth, ninth and 
tenth of the month. It was, as a matter of trut! 
merely an old idea with an entirely new angle to it 


1 


that compelled the attention of the people 


the advertisements in the Nashville papers announce 
ing the reductions 

Where t} e range or } ater was purcl sed t first 

1 of the mot | i ( on oft 10 per « t ott th 

1 1 

usual p was allows t surcl sed the econ d 
+] 1 } nm was ( T)¢ cent thy third ] t was 
8 ner cent etc... 1 per cent less reduction each day 
a wniti 7 , 1th her ’ ] 
during the initial week of the month Then « ( 
¢ - 1] - 
eighth, ninth and tenth of the month a special allow- 
ante eat SR renee eer 
ance was made as stated above on old ranges anc 
, : | e «4 1 sa ole 

heaters. It’s the idea somewhat off the beaten trac 


: : eee tea ie Hie 
like this that attracts attention and gets the business 
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Your Printer As a Customer 
An Industrial Use for Gas That Holds Great Possibilities 


By ISMAR GINSBERG, B.Sc. Chemical Engineer 


The bug-bear of the printer is static electricity and 
its accompanying effect, known as offsetting. Static 
electricity is developed by the passage of the paper 
through the printing machine and causes the printer 
much distress and considerable expense. The indi- 
vidual printed sheets stick together, do not stack up 
properly, and must be put through a separate opera- 
tion of 1ogging or sheet straightening. However, the 
worst effect of static elec- 
tricity is offsetting, which 


will work fairly well in light work, but fails alto- 
gether in heavy color work. 

The printed sheet ts heated on the upper or under 
side, depending on the form of the delivery device, 
which removes it from the press. The machine works 
automatically, the gas being ignited as soon as the 
press stops. It appears that the heating of the under 
side of the sheet is more effective than that of the 

upper side. The chief in- 





terest to the gas manufac- 





is the term uscd to desig- 
nate the phenomenon of 
the ink on one printed 
sheet coming off and 
smearing the back of the || 
next printed sheet placed || 
on top of it 
course, results in dirty 
printing, and when the 
two sides of a sheet of pa- 
per must be printed, it 
means that the otsetting 
must be stopped by all 
means. Before the advent 
of the gas-operated ink 
drier, this was done by in- 
serting an unprinted 
sheet of paper between 
every two printed sheets, 
a very expensive proce- 
dure both in time and 
money. 

To the printer it is of 
the utmost importance 
that these technical diffi- 


This, of |} 


tomer for gas. 


ing process? 


you.—Editor. 





| Every printshop that uses lino- 
type machines or any variation of 


non-distribution is already a cus- 


shops are equipped with this dry- 
Here is a dandy 
outlet for an industrial appliance 


that should prove attractive to 


jj turer is that there is dis- 
‘| closed herein an indus- 
trial use for gas which is 
without a doubt far su- 
perior to electricity. What 
actually happens to the 
ink in the use of gas 
which does not take place 
with electricity cannot be 
stated absolutely. When 
electricity is used a layer 
of hot air is interposed be. 
tween the printed sheets, 
and when gas is used a 
mixture of water vapor 
and carbon dioxide, with 
| perhaps a little carbon 
monoxide, is interposed. 
The drying of printing 
ink is due to the oxidation 
of the linseed oil used in 
compounding the _ ink. 
There does not seem to be 


But how many 








|} any substance present in 





culties in the art be re- 
moved and the inventor of the apparatus which would 
effect these results was assured of an ample reward. 
Consequently many attempts have been made to de 
vise ways and means of counteracting static elec 
tricity and offsetting, and it was natural that an at- 
tempt to accomplish this by means of electricity 
should be undertaken. Before going any further, it 
must be stated here unequiyocally that the only really 
successful apparatus for overcoming these difficulties 1: 
the Vraig drier, which is operated with gas. 

Two things had to be done. First, the stitic elec- 
tricity had to be dissipated and then the ink had to 
be dried. As far as the static electricity is concerned, 
this can be removed equally as well by the use of gas 
or electricity. The impinging of a layer of hot gas, 
air or steam on the printed sheet, as it leaves the 
press, will cause the discharge of the electricity that 
is present in any sheet of paper. While the electric 
heater and the gas heater can accomplish this result 
equallv well, it is altogether a different matter as far 
as the offsetting is concerned. In this connection, it 
has been found b yactual practical tests that the elec 
tric heating attachment to the cylinder printing 


press 


I 


the products of combus- 
tion that are obtained 
from the burning of gas that would tend te accelerate 
this oxidation. It may be that the action of the gas 
is merely mechanical, as the burnt gases are actually 
caused to strike against the printed sheets, while in 
the case of the electrical device there is no similar 
blowing action of the hot air against the sheets. 

The printed sheets dry while in the stack. A laver 
of hot gases lies between every two sheets and abso- 
lutely prevents the ink from coming oft and smearing 
the unprinted side of the sheet lving above it. Dry- 
ing compounds may be incorporated in the ink but 
they cannot prevent offsetting in heavy work. 

The important fact is that far better results are 
accomplished by the use of gas, and it behooves every 
gasman to keep this fact in mind and make the most 
of it in his community. The printer who does not 
know of this heater will be delighted to become ac- 
quainted with it, for it will mean reduced expense 
and relief from a difficulty in the art which is prob- 
ably productive of more distress than any other one 
treuble in printing. 
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Finding New Ways 


to Reach Prospects 


Using All Means to Create a Market 
By C. E. SHAFFNER 


Not long ago the writer noticed a sign announcing 
that the work of repairing a number of houses on a 
single city block was being done by the same painting 
firm, and upon inquiry as to whether or not this was 
merely a coincidence or due to a particular reason. 
learned that it was the result of solicitation based 
upon an idea secured by a representative of the firm 
while closing the contract for the first painting job 
on the block. It happened that while completing ar- 
rangements for the commencement of the work oi 
repainting with this house owner one evening « 
neighbor dropped in for a short visit and in the course 
of the conversation after being introduced to the rep- 
resentative of the painting firm stated that he alse 
had in mind the repainting of his house. As a result 
this painting firm was able to close with him for the 
repainting job several days later and following out 
this tack, secured a similar contract from three other 
house owners on the same block with very little diff- 
culty. 

Here is an adaptation of a well-known principle of 
salesmanship which, however, is overlooked to a 
great extent in a number of Jines of business. includ- 
ing the merchandising of gas and gas appliances Noi 
only is this principal idea of “what others have done 
you should do also” ignored, but the implications to 
be derived from this thought as well. For instance 
Mrs. Brown on that same city block might also have 
bought a new gas range, but it is hardly likely that 
any of her neighbors would have known of its pur- 
chase and, as a matter of fact, it is unlikely that, com- 
ing merely as a piece of information, that any other 
resident of that part of the city would have been in- 
terested in such a purchase. But if any housewife in 
that particular vicinity had been solicited for the pur 
chase of a gas range or a hot water heater she un 
doubtedly would have been influenced to buy if in- 
formation regarding a former sale to Mrs. Brown 
had been properly and tactfully conveyed. For one 
thing such an announcement could be used to eftect 
an impression provided Mrs. Brown was generally 
known as a capable housewife, or if she was known to 
have a well-appointed home, and this latter fact at 
least could bv implication be brought to the attention 
of a prospective customer, because quite naturally he 
or she would from their point of view he satisfied 
with the character of their neighborhood. Flere are 
facts which can be utilized to great advantage in sell 
ing even though it is true that only a small percent- 
age of people living in cities ever learn to know those 
who live nearby except in a casual wavy. 

The salesman in almost any line of business par 
ticularly if he is calling on the retail trade, will quite 
often speak of an order that he secured from another 
retailer who is perhaps not personally known to the 
prospect except by reputation. If the salesman 1s 
wise, he will use this information to score a favorable 
impression, so that his prospective customers will not 
counter by saying: 

“Well. that’s his business, of course. 
what he does,” 


I don’t care 
and he will do this by saving some- 


thing like the following: ‘*\WWhen Mr. Jones, over on 
Fourteenth Street, gave me his order he said that for 
his class of trade he believed that the features of this 
article would have a decided appeal, and I know that 
is true with your customers to a considerable extent 
at least.” It is therefore quite apparent to see how 
these other facts spoken of can be adapted in the sale 
of gas appliances. 

Following out the same line of thought, office sup- 
ply firms have long ago learned to trade on the de- 
cided appeal of “newness” by soliciting firms who are 
about to occupy new buildings, and are therefore in 
a receptive mood to keep up a spick and span appear- 
by installing brand new office furniture and dis- 
posing of the old lot. In the same way new gas ap- 
pliances find a much readier sale for new homes, ho- 
tels and restaurants. Aside from the matter of main- 
taining a strictly new appearance. it is usually true 


ance 








She undoubtedly would have been influenced to buy 
if information regarding a former sale to 
Mrs. Brown had been properly 
and tactfully conveyed 


that the old appliances have outlived their usefulness 
to such an extent that they can be removed, and in 
any event there is always the possibility for a sale of 
improved appliances at a most opportune time, when 
a desire for the most modern in all appointments is 
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even though it may be removed to some 
extent later on when actual costs are figured and th: 
full amount of the building expenditures is realized. 

llow another phase of this same underlying idea 
has worked out is illustrated right mow in a situation 
which has developed in one of the outlying sections 
of Detroit. This section, which is a rea! estate deve!- 
opment that has grown up within a few years, is still 
without gas mains and now that the housing short- 
age is no longer so acute, its residents are beginning 
to look upon this property from a standpoint of nor- 
mal values with the result that they are insisting up- 
on the installation of gas mains so that the locality 
will not suffer by comparison with the subdivision 
immediately adjoining, in so far as actual values are 
concerned 


very keen 


\ll of these disclosures, while seemingly general, 


point out ways and means for gas merchandising 
which are undeniably effective. To a great extent 
some of them have been applied in other lines of 
business, but it is perhaps safe to say that they can 
be more generally and effectively applied in the sale 
of gas appliances. Any one cane satisfy himself a 
to this fact if you will sit down and think abou 


these underlying ideas with respect to your business 





How Big Are Your Troubles in Selling? 
Compare Them with What Follows and Rejoice 
Haven’t you ever been glad that you sell gas appl 
ances instead of furs, sables, doilies and other bri 
brac made famous by milady, or have you envied the 
fellow that runs the big department store? 
\\ ell, chee 


r up, tor the paths of a department store 


manager are strewn with rocks, furrows and thistles 
His troubles jump up like a rabbit and multiply 
faster 


\ manager of a large department store, althous 
he was in exceedingly good humor, not afflicted with 
either the heat, or a grouch, said: 

“Cancellations and exchanges of department stor 
wares are asked by women nine times out of ten. Men 
but rarely cancel an order and only ask an exchat 
when they discover that an article is too small or too 
large. 

“The difference in selling to men and women is 
great. It requires but little salesmanship and no ef 
fort to sell to man, but woman requires service, at 
tention, patience and diplomatic handling and then 
she changes her mind. 

“Most men who come into a store know w! 
want in advance They are anxious to get it and get 
out. Not (as is popularly believed by the fair ses 
because they are like a fish out of water, but because 
a man hates to stand and watch one woman wear 
another’s patience to a frazzle while she is trying to 
make up her mind what she wants. 

“Women change their mind so often great confu 
sion results, while the fair patrons sit at home and 
rave about rotten service. 

“It frequently happens that when an exchange has 
been made and even before the purchaser has left the 
store that would either countermand the last 
selection, or request that both selections be sent to 
the house so that she might make her “permanent”’ 
selection at leisure (?). 

“We gradually get wise to this, and when we have 
those kind of people, and they are many, all purchases 
are held subject to the turn of their whim.” 


rat they 


she 


It would seem that Mother Eve is not yet satistied 
that the apple was the best, therefore she is still try- 
ing ‘em all. Ah! but you say that they change their 
minds about gas appliances, too. 

Well, not so often and for cbvious reasons. Your 
goods are standardized, fulfills its mission and milady 
is at home very much pleased with the service, be- 
cause she saw a demonstra‘ion right in vour store 
and knows that she selected the best Of course, 
when we get to highly cc'oring our appliances we 
must be very careful and xee that she only selects 
what will match the wall paper, or her house dress. 





’ 
Here’s an Idea That Worked 
Why Don’t You Try It? 

The Wisconsin Valley Gas & Electric Company 
which sel's both gas and electric service, is ever on 
the job when it comes to selling appliances. ‘lere are 
two of the cards that A. A. Menzel, assistant super- 
intendent of the company, uses in selling. 


\nd they 

produce results 

‘The cards are neatly gotten up, each one on a dif- 

ferent colored s ock, and are mighty atractive adver- 

tising media. It’s an idea that vou can use with Mr. 
\lenzel’s full 


permission 


A GOOD GAS RANGE 


Is an Investment 


NOT A LUXURY 


You can reduce your bills one- 








third with the proper equipment 
Very truly yours 
WISCONSIN VALLEY ELECTRIC CO. 
Phone 10 


AN OLD GAS RANGE 
Is Like on Old Flivver--- 


It takes more fuel to operate it, and 
you get POORER RESULTS 


Have You Ever 
Thought of This e 


Very truly yours, 


WISCONSIN VALLEY ELECTRIC CO. 
Phone 10 


\fter these cards had been sent out a demonstra- 
tion was held and it almost required a traffic cop to 
keep the customers in line. \Wouldn’t vou like to have 
to call out the police department in order to keep 
vour customers from fighting for first choice? 


Try 
out these ideas and probably you will have to. 
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Turning Kickers Into Boosters 
The Way One Company Met the Problem 


A successful salesman for a gas company is a very 
desirable man to have on the pay roll—a faithful 
representative of the company is much more valu- 
able, and may be the better salesman at the same 
time. 

It is on this theory that the gas saving department 
of the Kansas City Gas Company has been handling 
its sales force for some months, and the results abun- 
dantly justify the theory. 


gas. When the customer complained that the meter 
was out of order, or that the stove or other appliance 
was using too much gas, the Kansas City Gas Com- 
pany did not send a workman up to fix it and let it 
go at that; but it sent a man who knew how, and who 
did fix the mechanical device as well as it could be 
fixed, and who at the same time found out the cause 
of the big bill, and helped the user to reduce the bill. 

This took a man who 





The gas company found 


could so well represent 





itself with some problems 
to work out, and it needed 
some men to help it solve 
them. Just anybody 
would not do, but it re- 


quired intelligent, in- It’s the guy that packs the 
formed, and dependable es 
representatives to make punch who gets results. 


good on the job. 

The gas company had 
the competition of the 
most aggressive organiza- 
tion that has been in the 
merchandising field for 
many a day—the repre- 
sentatives of the great 
electrical companies, with 
their millions of money to 
back them up, and the 
keenest and most aggres- 
sive of propagandists to 
push their claims in the 
most successful methods 
that have been devised. 


want.—Editor. 








must know whom to hit and 
when, and, above all, how to de- - 
liver the old knockout. Of course, 
all this is figuratively speaking; 
but this article tells how one com- 
pany came up for the final round 
and won out because it knew how. 
You can use the same idea if you 


|| the company that he could 
| show the householder 
what the cause was, and 
lead her to remedy that 
cause. 

In many cases the trou 
ble was wasteful methods 
in the use of the gas. It 
took intelligence and tact 
tell the woman that 
she was wasteful; but it 
had to be done, and done 
in such a manner that she 
was thankful, instead of 
offended. 


But he 


Required Well-Informed 
Man 


In other cases the trou- 
ble lay in the fact that the 
appliance used was of a 
kind that consumed more 
gas than it should. When 














The national magazines 
were full of the advertise- 
ments, the billboards blazed with the attractive an- 
nouncements, the street cars carried the messages, 
the direct advertising came through the mail, and the 
salesman came to the door, to tell of the wonders of 
the electrical appliances, and to demonstrate their 
superior virtues. On top of all this, there was the 
fact that the cost of gas had been increased from 30 
cents to 80 cents, and the gas bills had been in nearly 
every case more than doubled. 

sv phone, by mail, by personal complaint, the com- 
pany was apprised that, in the estimation of the cus- 
tomer, the gas bills were too high—that there must 
be something wrong with the meter, or the stove, or 
other appliance. 

To meet this situation, and convince the customer 
that there was much glare in the brightness of the 
electrical displays and claims, and to turn the dis- 
gruntled gas user into an enthusiastic supporter of 
gas as a fuel was the job before the company. Much 
could be done by persistent publicity; but the final 
battle was fought out by the personal representatives 
of the company. and the greatest opportunity was 
presented in the complaints about the high price of 


gas was sold at 30 cents 
there was no necessity to 
buy gas saving appliances, and the city was filled up 
with cheap and wasteful ones. It required a well- 
informed man to show the housewife just where the 
leaks were and to explain the advantages of the new 
appliances 

\hen the salesman for the company answered the 
call to find out why the gas bill was too high, he went 
with the avowed purpose of coming to help to reduce 
the bill—even though he understood from the first 
that there was but one way in which it could be done 
—by installing gas saving appliances. 

The representative of the company fixed up the old 
appliance so it would save some gas—the customer 
was thankful. The representative gave valuable sug 
gestions how the housewife could get better results 
in her cooking—that created good-will. The repre- 
sentative convinced the customer that new devices 
were money savers, and would soon pay for them- 
selves, and told of the easy payment plan by which 
the savings would practically pay for the new equip 
ment as it was used—and the sale was made, even 
Without 


though it might not be closed on that visit 


> 


(Continued on page 213.) 
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Saving Ideas for Future Use 


A Plan for Filing Ideas 


The fundamental principles of merchandising are 
virtually the same the world over, whether you may 
be selling collars and tics, or gas stoves and acces- 
sories. \Vhat the people of your community may 
think of you and your business undoubtedly is de- 
termined to a large extent by the amount of patron- 
age they give vou. It is up to vou, therefore, to em- 
ploy such methods as will direct the thoughts of your 
public along the proper 
lines, and the accomplish- 


ideas of this nature, but perhaps one of the best meth- 
ods to follows is to very carefully read the AMERICAN 
Gas JourNAL You will always find long and _ short 
articles therein which embody merchandising ideas 
that have been successfully used by others, and you 
will find that there are many of these you can also 
employ to excellent advantage in your own business. 
It is all very fine to be absolutely original, of course, 

in everything vou do, but 





the trouble is there is so 





ment of this result means 
the speeding up of your 
turnovers without = sacri- 





little under the sun that is 
i} really new you would find 
it a very difficult matter 





ficing legitimate profits, to be entirely origina! in 

thus automatically — in- this regard. 

creasing your net profits. Aside from this journal 
Getting down to brass which doubtless affords 

tacks, one of your pri- | Every once in a while we get a you the most productive 

mary efforts is to increase field in your quest for 

your number of turnovers | bright idea that we want to use | ideas, there are other 


per annum without hav- 
ing to cut prices in doing 
so, and at the same time 


to permanently hold the we forget it. 


ground you may _ thus 
gain 
Persistent advertising 


is, of course, a recognized 
factor in successful mer- 
chandising, but there are 
numerous other methods 
you can employ to in- 
crease your turnovers if || 
you will adopt the policy = | 








later, but more than half the time 
Here’s a way to 
overcome that and to have that 


idea safely stored away.—Editor. 


means you can employ to 
good advantage. In fact. 
you will find it no difficult 
matter at all to get hold 
of worth-while sales plans 
if you are willing to de- 
vote the proper time and 
{| attention to vour quest. 
There are conventions, for 
example, which always 
provide a prolific source 
for ideas. If given the op 
portunity your employ- 
ees, or even your custom- 











of being continually on 
the lookout for such op- 
portunities as each day may afford. This is a day 
and age when competition is decidedly keen in all 
lines of business, and if you would obtain your full 
share of the public patronage try doing things just a 
little bit different than the other fellow does them. 
There are hundreds of plans and ideas of various 
kinds that retail merchants have used successfully in 
the conduct of their business, that could be just as 
successfully used by you to serve the same purpose 
Thev.are easy enough to find if you keep a watchful 
eye out for them, and if you practise this policy with 
regularity you will find that you can increase your 
sales to an appreciable degree. Next to persistent 
advertising in the regular channels of publicity, bust- 
ness building plans and ideas are vital factors to 
success in merchandising. 

Sometimes a little idea that seems more or less 
simple on the face of it and, therefore, hardly worth 
wasting time upon, will accomplish unexpected re 
sults, for it has been proven time and again by suc- 
cessful merchants that it is not always the elaborate, 
carefully worked out plan that sells the merchandis* 

There are numerous ways to find new plans and 


ers, can offer constructive 
suggestions, f 


many of 
which you will find can make use of in your 
business. : 

Anything that is worth being done at all is cer- 
tainly worth being done well, so if we are going to 
adopt this policy of being always on the lookout for 
good plans and ideas, let us consider a proper filing 
method, whereby we can preserve all of these sales. 
building opportunities we find until such time as we 
may wish to make use of them. 


you 


Using a Scrap Book 


A merchant in a large Southern city uses a scrap 
book for this purpose, and his plan has proven so suc- 
cessful that it 1s doubtless the best method to pursue 

In the first place, secure a fairly large scrap book, 
and leave ample space in the front of it so that you 
can properly index its contents. This is important, 
for when the book becomes fairly well filled reference 
to the index saves the time of wading through the 
whole book in quest of an idea. Next. divide your 
scrap book into several departments, each devoted to 

(Continued on page 211.) 
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HEAVEN 


By H. L. JONES 


How many pilgrims would have journeyed to Mecca had Mohammed shouted, 
“God is God and Mohammed is His Prophet”—and let it go at that? 


Not even his own family! 


He found out what his people most desired—Wine, Woman and Song. And 
he called that Heaven. 


He convinced his people that there was a Heaven of Wine, Woman and Song. 


He convinced them that he could get them there if they would follow his advice 
and make a pilgrimage to Mecca. 


And a multitude became his followers! 


A SALESMAN IS THE PROPHET OF THE FIRM WHOSE GOODS: HE 
SELLS. 


He prophesies a Heaven consisting of a full line of his firm’s products. 
And he must convince his customers that they want that Heaven. 


He cannot do it by rapping at each door and shouting, “The Brown Company 
is the best Company and John Smith is their representative!” 


Even his doting mother will tire of collecting his business cards. 


Whether the merchandise he sells goes into factories or into homes, the sales- 
man’s problem is the same. 


He must get in touch with the workmen who are in intimate contact with the 


shop, or the housewife who is intimately acquainted with the appliances in the 
home. 


He must find out what his customer most desires along the line of the goods 
he handles—what Heaven in that particular shop or home would consist of. 
Then he can sort over his stock and select a Heaven according to that pattern. 


And he can go to the manager of the shop or of the home and prophesy a 
Heaven to his customer’s liking. 


He can easily convince the customer that he wants that Heaven. Ib 


And having demonstrated his helpfulness in the phase of the matter in which 
the customer is most concerned, his customer will shout, “The Brown Company is 
the best Company and John Smith is their representative!” 


And the salesman can convince him that he can secure the Heaven he desires 
by making a pilgrimage to the salesman’s firm. 


A MULTITUDE WILL BECOME THAT SALESMAN’S FOLLOWERS! 
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The Business Outlook 


With the ending of the summer period, interest 
naturally turns to the business outlook for the fall. 
During the past two or three weeks there has been 
present an air of optimism that conditions are bet- 
tering themselves, and that this has foundation in 
fact is shown by reports that have been issued by 
various groups of bankers in different parts of the 
country. From Cleveland has come a report of the 
Federal Reserve bank for that district in which it is 
shown that there has been a steady improvement 
during the past few weeks and that this improve- 
ment will continue according to all indications. 

True enough, there is a spreading alarm regarding 
the unemployment situation; but the opinion has 
been expressed that this has been a carefully nur- 
tured scare that has had its origin in a certain group 
that is working only to attain its own ends. 

In the gas industry reports are that there has been 
a greatly increased activity during the past several 
weeks. This has been brought about largely, it is 
said, by the fact that many buildings have been com- 
pleted and are being equipped with the necessary 
gas-burning appliances that will make them habi- 
table. Perhaps this is true of a certain part of the 
sales; but there are also many individual sales being 
made each day that would show that there is a ready 
market for articles that have worth. 

One of the causes of optimism is in the readjust- 
ment of prices. Manufacturers for some time past 
have been readjusting their prices, but this has not 
always been true of the retail outlet. Now, however, 
it has been found that unless this price adjustment 
has been made the business was gcinge elsewhere 
Hard-headed business men have decided that it is 
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better to make a profit on a small amount than it is 
to do no business, and accordingly the retail market 
Is improving. 

Many companies report great activity, and as these 
companies are situated in widely separated parts of 
the country it would seem that the condition is not 
local in any way. 

There is another factor that enters into the im- 
proved business tone that must not be overlooked, 
and that is that there is a certain point that comes 
when it is necessary for the replacement of worn- 
out material. This point, in the judgment of many 
economists, has been reached, and the people are 
opening their purses and going into the market, se- 
cure in the knowledge that prices are low and they 
are going to get a full dollar’s worth for their money. 

So it becomes necessary for gas appliance sales- 
men to reach out after their market, for most as- 
suredly there is a market. It is true that many peo- 
ple will have to be taught to buy, but this need not 
be a Rather it can be hastened now, 
for undoubtedly there is a great sum of money that 
has been hoarded against a possibility of a panic. 
But the country is in good condition, and if every- 
body will put his shoulder to the wheels of progress 
the outlook need not worry anyone, 


slow process. 


Talk optimism 
and become an optimist, for it will pay. 





Service 

Frequently the question is asked, What is service? 
We hear a great deal of it on all sides, but only at 
rare intervals do we hear it defined. Perhaps the 
AMERICAN Gas JOURNAL can best tell its conception of 
service by a brief statement of the work that it has 
been doing for the gas industry. 
outline the 


Let us at any rate 
time and effort that we are devoting to 
our service to the field. 

The publication of a weekly magazine calls for a 
peculiar training, for the timeliness of an article or 
story is a big factor. But whatever is printed must 
have more than mere news value: it must also be 
the AMERICAN 
GAs JOURNAL has made a determined effort to build up 
a list of authoritative writers who could be called 


informative. During past year the 


upon from time to time to supply material that would 
be concurrent with the developments of the field. 
Thus, if a new departure was made in manufacture 
of gas it was necessary that we have a man who was 
thoroughly conversant with this important branch 
of the business. But in many cases this would not 
be enough, for these men must also be leaders of the 
field and perhaps pioneers in the development work 

Chere is another angle to the situation that per- 
haps is not noticed by the reader but which never- 
theless has an important bearing, and that is that the 
list of writers who are ready to respond to a call is 


sufficiently broad that no one man is dominating the 


pages. That is the reason that it is necessary to 
have only a comparatively small editorial staff, for 
their work is not the writing of the articles but rather 
the research work that will provide the basis on 
which the article is to be written. 

Now, in building this list of writers the AMERICAN 
Fre- 
quently large sums are expended in procuring arti- 
cles that are found absolutely unavailable in the light 
of developments. But there is a forehandedness that 
will cover this seeming waste, for actually it is not 
waste. Gathering information is part of the work 
of a publication office, but that does not mean that 
half or even a quarter of the knowledge that comes 
to hand is used in the columns. It is not always 
policy to do this. 


Gas JouRNAL has spared no effort or expense. 


If the reader will go back over the columns of the 
AMERICAN Gas JouRNAL there will be found many ar- 
ticles that have been exclusively published by this 
magazine, but they have been published at a time 
when the thought of the executives has been turned 
in that particular direction and when a problem has 
presented itself to the industry that needed solving. 

As an example of just what is meant, we can point 
out one or two instances that will prove our case. 
The greatest disaster that has visited the United 
States for many years was the T’ueblo flood. Here 
was a city that seemed wiped off the face of the earth 
and untold damage done. 
stored, who did it, and how quickly was it done? 


How was gas service re- 


The American Gas JouRNAL secured for publication 
an article by one of the engineers who took part in 
the restoration of service, who knew every step that 
was taken and why, and who described from a tech- 
nical viewpoint the various actions. But if we had 
waited until the month of August or September to 
publish this information it would have been worth- 
less. A reference to our columns will show that it 
was only a short time after the flood that a detailed 
And that 
it was timely is shown by the hundreds of news- 
papers that reprinted the story. 


description was given by this publication. 


Another case that comes to mind is the decision 
rendered by Judge Duncan in the Cleveland gas case. 
True enough, the company involved was a natural 
gas company. but the principle that was laid down 
by Judge Duncan would apply to any company in 
section. 


any This also was published exclusively 


4-ired 


and fully in these columns, even though it \ 
that every fact given must be verified and a man sent 
hundreds of miles in order that not one misstatement 
that 


states. 


be made. Here was a precedent by a judge 
the United 


That’s where the importance of that particular story 


would effect every rate case in 


lay. 


Put it is not only in the publication of original 


matter that the AMERICAN GAs JoURNAIL shows its con 
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ception of service. It also is revealed in the pub- 


lication of the papers that are presented at various 
conventions. When several hundred gasmen gathe1 
to exchange ideas and experiences that is an event 
that is of importance. It is what is known in daily 
newspaper offices as a story of the first class. So, 
not only must the news of the gathering be given 
while it is news but there also must be presented the 
The AMFRICAN GAs 
JouRNAL, so far as is humanly possible, presents these 
papers in full. The men who have prepared them 
are entitled to have their views expressed as they 
would The columns of the AMERICAN 
Gas JoURNAL show clearly its policy. 


important papers that are read. 


read them. 

Here again enters the effort that must be put be- 
hind the securing of these papers. There is hardly 
a convention held that is not fully covered by this 
journal, and these men are trained in their work and 
know what will appeal to gasmen and what is of 
local importance. The expense that is gone to can 
be estimated by the reader. 

But there is yet another angle to the publication 
of a weekly trade magazine that must be considered 
in this question of service; that is, the securing of 
accurate news accounts of what is taking place in 
all parts of the country. 
ing of news has been a profession that is second to 
none in skill. It means the maintaining of a tre- 
mendous organization that is constantly alert and 1s 


For many years the gather- 


ready to get the news through as rapidly as possible. 

Thus it is that the AMerTCAN Gas JoURNAL now has 
over thirty correspondents who supply the news each 
week of what is taking place in different sections of 
the country. This list is being added to constantly. 
But that is not the main feature: in all but two cases 
these men are connected with gas companies; they 
are in touch with the situation and most of them hold 
executive positions. 

For the past sixty-three years the American GaAs 
JouRNAL has been rendering this kind of service to the 
industry. It has been published every week since 
that time, and exactly as gas companies must be on 
the job at all times so has this paper held sacred its 
trust. It has always been the thought of the men 
who have been connected with the publication that 
‘the American Gas Journat is bigger than any indi- 
vidual who helps to make up its organization; that 
it is not a “me, him and I” proposition, but a publi- 
cation that fills its niche in the field by bringing au- 
thentic information to its readers when it is informa- 
tion. There is no such thing as this paper being 
dominated by any one interest or group of interests, 
or of it being the product of only a few men. Rather 
it is the medium for the spreading broadcast of the 
best thought in the field. 


a man devotes his entire time to writing on a given 


There is danger that when 


subject he is likely to become written out and to 


lose his virility of thought. We can promise that 
this condition never 


JOURNAL. 


will exist on the AMERICAN GAS 


We have been told that our army of readers is 
composed of the progressive executives of the field 
and of others in the ranks who see in a close perusal 
of our columns a liberal education that will increase 
their value not only to their own company but also 
to the industry as a whole. 

In this lengthy statement we have shown what 
makes up service by a trade paper. The principles 
set torth apply equally well to the service that must 
be rendered by a gas company. Getting the best and 
giving the best--that is service. 





Saving Ideas for Future Use 
(Continued from page 207.) 


some particular kind of a plan or idea. For example, 
Window Display Ideas, Advertising Ideas, Plans for 
Increasing the Efficiency of Your Salespeople, Spe- 
cial Sales or Merchandising Ideas, 
Ideas, ete. 

Everything should be filed away in this book that 
seems worth while at all, for even though you may 
think at first that some certain plan would not be 
adaptable to your business the time may come when 
you can use that idea to excellent advantage. With 
the aid of a bit of paste file the ideas you obtain under 
their proper departments. It may be that you will 
want to use some of the plans at once, but file them 
nevertheless, for the time may come at some future 
date when you will want to use them again 

In the index you should enter first the various de- 
partments, which could be lettered A, B, C, D, etc., 
together with the number of the page in the book at 
which the department begins. Then enter each indi- 
vidual idea under a brief title that will express its 
nature to your mind without your having to turn to 
it in the book. Also, of course, enter its page number 
and the letter representing the department it may 
come under. 

Every few days or weeks, as you may prefer, go 
carefully through this index and try to keep one or 
two of these plans working for you all of the time. 
The most important feature and the biggest advan- 
tage of this scrap book plan lies in the use you may 
put it to when vou are planning a special sales cam- 
paign, an advertising campaign, a special window dis- 
play, or anything of that nature. When such is the 
case you will doubtless find in your book worth-while 
suggestions that will prove of material aid in your 
effort to stimulate sales. 

Remember, the principles of merchandising are 
virtually the same in all lines of business, so be on the 
lookout for all kinds of ideas and plans that can be 
adapted to the sale of gas equipment, even though 
they may not have been originally used for that pur- 
: It is undoubtedly one of the best methods you 
your number of turnovers 


Miscellaneous 


pose. 


increase 


can employ to 
per 


annum 
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Human Interest in Advertising 


Are You Sure Your Advertising Is Read? 


By HAROLD F. PODHASKI 


At Knoxville, Tenn., there is a large department 
store that has adopted the policy of making its news- 
paper advertisements of an editorial nature at fre- 
quent intervals, or in other words, of having a heart- 
to-heart talk with the public every so often, mainly 
on subjects of a merchandising nature or else having 
to do with the policies of this particular store. 

As an advertising idea, this is a plan that com- 
mends itself as even more 


munity. Advertising of this type will undoubtedly 
return excellent dividends. 
nother plan used to attract attention to its news- 
paper advertising is that of a store at Chattanooga, 
Tenn. This plan, too, is especially adaptable to gas 
company advertising. 
In nearly every advertisement used by this store a 
small space is squared off in the upper right-hand 
corner of the ad, 2% by 





adaptable to gas company 


1%4 inches in size. In this 





advertising than to a re- 
tail store. This is true 
whether the advertising 
may be of a direct mer 
chandising nature for the 
sale of gas stoves or 
equipment, or whether it 
may be along the lines of || 
public utility advertising. 
The idea is perhaps more ]| 
adaptable in the latter in- || 
stance than in the former, || 
for a better opportunity 
is afforded for editorial 
discussion with the 
public. 

The Knoxville store 
talks along the lines of 
service, delivery, credit, 
merchandising _ policies. 
etc., with now and then an 
editorial-advertisementon 
industrial or civic devel- 
opment, or some matter 


—KEditor. 





What do you advertise when 
you have a dollar or two to spend? 
And how do you advertise? Does 
the consumer say, “Here’s an- 
other ad from that”—oh, you 
know what they say. Slip it to 
’em, buddy, and you'll get results. 


space there is a small pen 
drawing of a rural charac- 
ter whom the store calls 
“Uncle Ben.” Below this 
picture each day there is 
some brief statement by 
“Uncle Ben,” and in the 
course of time this char- 
acter has come to be rec- 
ognized among the read 
ers of the Chattanooga 
newspapers as quite an 
original and clever phil- 
osopher, even though he 
exists only in the fancy of 
the store’s advertising 
manager. In fact “Uncle 
Ben” has really become 
an institution and there 
are many people who 
turn to the store’s adver- 
tising every day just to 
read what the old man 
may have to say. Inci- 











of special interest and im- 
portance to the citizens of 
Knoxville, In the latter instance there is no refer- 
ence made whatever to the store or to merchandising. 

In fact, none of these heart-to-heart talks could be 
termed direct advertising, for they are entirely edi- 
torial in nature, and such reading as one might expec* 
to find on the paper’s regular editorial page. 

The idea itself is an especially good one, because 
advertising of this nature is somewhat off the beaten 
track, and is therefore a welcome relief from the 
usual type of newspaper publicity. Each advertise- 
ment occupies space of about ten-inch depth and 
three or four column width, and they are always 
headed “The Editor Says.” People of Knoxville read 
these advertisements more widely than they do those 
of any other store in the city without a doubt. for the 
simple reason that they are of a nature to attract and 
hold attention. 

A gas company adopting such an idea has many 
things it could talk about to its public, and it is well 
to also have something to say occasionally about the 
civic and industrial development of your city or com- 


dentally, of course, they 
can hardly help seeing the 
advertisement at the same 
Here, for example, are two recent statements 


balance of the store’s 
time. 
by “Uncle Ben” that will give you a better idea of 
the plan: 

Two Recent Statements 


“Well, I see Cy Jones has taken down one of his 
windmills because he said there wasn’t enough wind 
this summer to run both of ’em.” 

‘The best thing for a male or female nag in matri- 
monial harness, is a little horse sense.” 

In adopting an idea of this kind it should be re- 
membered that the statements of your character, 
whatever you may see fit to call him, should always 
be of a quaint humorous or philosophical nature. In 
time, such a character can be made an institution, 
and your advertising will be more widely read as a 
result. 
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Turning Kickers Into Boosters 


(Continued from page 206.) 


tue service rendered, in repairs and advice and helpful 
suggestion, the customer might have been lost to the 
clectric salesman who called, maybe that same day. 

The representative made his visit a success because 
it was largely one of demonstration. Suppose the 
trouble was the high cost of the water heater. He 
would lead the housewife to the meter and let her see 
with her own eyes how fast the ordinary old-fash- 
ioned water heater used up the gas. Then he would 
figure with her. He shows her that an ordinary 
heater, burning 10 ft. an hour, and running along all 
dav, would in the course of the month, use up 7,200 
ft. of gas. This at the old price of 39 cents. cost only 
$2.26: but now at 80 cents costs $5.76. \Vith that 
old-style heater, the results could be gained only by 
the use of about that much gas. But with the new 
heaters, one can burn it an hour in the morning and 
another hour in the evening, and have as much or 
more hot water, at very much less cost. Indeed, the 
cost by this plan, even with the higher cost of the 
would be less than it was at 30 cents with the 
old heater; for the new heater would use only 60 ft. 
a day, 1,800 ft. a month, $1.44 a month, instead of 
$9.26 at the old rate and $5.76 at the new. The dif 
ference in the gas bills for the heater alone would be 
$4.32 a month; $51.84 a vear. Worth saving? Yes 
(Order to-day—a year to pay. 
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; No? Well, come into 
the office and see the heater in operation. 
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He would lead the housewife to the meter and let her 
see with her own eyes how fast the ordinary 
old-fashioned water heater used up the gas 


The follow-up system closes the sale sooner or 
later ; the representative paved the way. 

The representatives are chosen for the most part 
from the employees of the company. Indeed, no one 
can be a salesman for the company unless he has had 
the practical experience that will enable him to know 
his proposition from actual experience. 


Salesmen Well Paid 


The representatives are well paid. They are given 
a drawing account of from $100 to $150 a month, and 
commissions which run their incomes up to from 
$200 to $400 a month; and these returns enables the 
company to hold good men in the face of competition 
with other high class business. The fear that the 
payment of these high returns to these men would 
make the rest of the force dissatisfied is overcome by 
letting it be understood that any member of the force 
has the privilege of qualifying as a representative, if 
he can and will 

The sales talks that have been the biggest winners 
have not contained much about sales—they have been 
When the talks cov- 
ering these points have been made, and the demon- 
strations have been worked out, and the terms ex 
plained the customer usually closes the sale herself, 
by informing the representative that she wants such 
and such an appliance sent out to the house 

Mr. White, the sales manager, is justly proud of 
his representatives, but he has had to educate, train, 
inspire and pay them to bring them up to the present 
state of efficiency. 


talks on gas saving and service. 


The representatives themselves are disposed to give 
Mr. White a very large per cent of the credit for their 
success. They are a unit in insisting that the demon- 
stration reoms at the main office has been a large 
factor in closing the sales, and in creating the good- 
will which has made it possible to get the attention 
of the customer, that led to the sale. That depart- 
ment of the work has so many phases of interest. that 
it is worthy of a separate article, which will follow 
this. 





“Sorry, We Have None” 


Just suppose that when you want gas the gasman said 
“Sorry, but we’re entirely out of it to-day. We expect 
to have some next week.” 

Gas is on tap for your use at any time, day or night. 
At the mere turn of a valve it is ready when you want 
it, where vou want it. Because the gasman maintains 
uninterrupted service. Consider what this means to him. 

When coal companies advance their prices, can the 
gasman say “your coal is too high, we won’t buy until it 
comes down”? When the oil man raises his price he 
cause he can get so much more for his oil by refining it 
for the automobile, can the gasman tell him that he'll 
stop making gas until prices come down? 

And how about labor, the interest on money, and the 
other essential factors? Can the gasman wait until they 
cost less? These things he must have. To get them he 
must pay the price. That’s why he is forced to ask more 
for his gas. To him it is a matter of being able to con 
tinue in business. To the average consumer. it means a 
slight additional cost per month—Ohio Committee on 
Public Utility Information. 
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Do You Use Novelty Advertising? 


Here Are Results One Firm Secures 


Window displays and newspapers doubtless afford 
the most common types of advertising used by re- 
tailers. There are, however, numerous other medi- 
ums of publicity, of course, some of which are worth 
while, but many of which are really nothing more nor 
less than a waste of money. Therefore, it is always 
well to be careful about spending money in adver- 
tising ventures that are somewhat off the beaten 
track, and if possible to make certain beforehand 
that the publicity obtained will be worth the invest 
ment involved. 

Within the past two or three years the Dameron- 
Pierson Company, of New Orleans, La., has tried out 
dozens of forms of what might be termed novelty 
advertising. Some of these types have proven pro- 
ductive of real results, while others have proven more 
or less worthless. The company has learned iust 
what forms pay and what do not, through an actual 
checking up of results in so far as it is possible to 
check up results in this kind of advertising. 

Ogden Pierson, an official of the company, in a re- 
cent address before a convention at Birmingham, 
Ala., declared that one of the best forms of novelty 
advertising this company has ever used, was the pub- 
lication of a monthly train schedule covering the time 
of arrival and departure of all trains on all lines 
touching at New Orleans. ‘These schedules are is- 
sued on the first day of each month and are, of 
course, always kept accurate and up to date. Some 
4,000 of them are printed, and distribution is obtained 
by sending 2,000 out with the monthly statements, 
and about 800 to a special mailing list compiled for 
that purpose. The remainder are placed in con- 
venient racks the company has installed in hotels 
restaurants, railroad stations and other public places 
about New Orleans. 

The schedule is in the form of a six by nine inch 
circular, and the name of the Dameron-Pierson Com- 
pany is printed at the bottom with the telephone 
number and the address. The opposite side of the 
circular is used for advertising purposes, but no great 
effort is made toward direct advertising. The idea 
of the schedule is to build good-will for this company, 
and it is the opinion of the officials that it has cer- 
tainly served to accomplish that result. As a matter 
of fact, it is Mr. Pierson’s opinion that this schedule 
has proven the best form of novelty advertising the 
company has ever employed outside the regular chan- 
nels, and within the past three or four years they have 
tried out nearly every form of publicity imaginable. 

There is undoubtedly room for an idea of this na- 
ture in almost every town and city in the country 
with a population of two or three thousand and up- 
wards. 





Seeing Is Believing 
Attractiveness Is a Lure to a Sale 

It has been said many times. and will be repeated 
until time is no more, that “a wise man profits by the 
experience of others.” 

It has also been said that “seeing is believing.” 

There may be some who will argue that we do not 
believe what we see, but such contenders will be in 
the minority. Suppose some people had made a stud: 
of this problem for vears, met in council, and after 


comparing notes, decided upon a resultant, would 
vou accept their deduction? 

I will answer “yes,” for there is no trick to the 
case. Such a council has decided that an individual 
remembers three-fifths of what he sees and one-fifth 
of what he hears. As for the other fifth, we are so 
disinterested that, in realitv, we neither see nor hear 
it. As an example of the lost fifth, did vou ever catch 
vourself, when reading a book, allowing your mind 
to dwell upon something foreign, and although you 
had “read” several pages, vou could not recall what 
the writer had narrated? 

I do not believe that any proof is necessary to 
sustain the sage’s finding, but if there is, have you 
ever read a description of the Adirondacks, and visit- 
ed the Rocky Mountains? Which of the two can you 
recall sufficiently well to write a description thereof: 

What is all this about any way? 

It is intended to convince you that for better sales 
of any ware, you must exhibit it and not depend upon 
talking about it when the commodity is not present. 

No, the writer does not mean that there should be 
no descriptive matter, in the form of booklets, etc., 
but as the majority of us are supposed to be interested 
in local sales, of some article, then by all means make 
your ads and show windows so attractive that people 
will drop in to see, and then is the time to talk, for 
after all, seeing is believing, and we are partial to all 
the good things we believe ; hence it is that attractive- 
ness will bring about many sales that we would not 
get otherwise. 





Handling Sales Clerks 
It’s a Wise Bird That Takes Instruction 

William Maxwell, vice-president of Thomas A. 
Edison, Inc., has been quoted as saying: 

‘For some time I have held the view that if a sales- 
man would accept instruction, rehearsal and criticism 
with the same good graces that the traditions of the 
stage requires from the actor, it would be compara- 
tively easy to develop almost any intelligent person 
into a good salesman, or saleswoman. In the long 
experience I have had in training salesmen I have 
found that the chief difficulty to be overcome is in 
the individual resentment at the highly personal crit- 
icism and minute direction to which he must submit 
if he is to be thoroughly trained.” 

Possibly we should vary our methods. Some peo- 
ple do better by being coaxed, whereas others require 
cave-man stuff to create any impression upon them. 

Surely, any individual, regardless of sex who en- 
ters into any employment, does so with the intention 
of “making good.” However, if their demeanor 
shews otherwise, they should be questioned fully, and 
if there is any “bucking,” which cannot be obliterated, 
you must drop them. 

It has been stated many times, and it will be re- 
iterated that “a good engineer is not the man who 
does all the work, but the man who can get the most 
out of his men.” 

As head of the firm, or a department, vou are the 
engineer. Now then, put yourself in the other fel- 


low’s place, figuratively, and then school him accord- 
ing to what is needed and if he, or she, cannot or 
will not co-operate, you must either trv that individ 
ual in another department, where vour judgment sug- 
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gests that they will “make good,” or you must dis- 
charge them. ; 

When you think of discharging a person, remem- 
ber that it is only to be done as a last resort. Too 
many act on the same scale as the Irishman who was 
foreman of a shop, and when a young lady came in 
and asked for the foreman, he said “Shure. mom, I’m 
the boss. Ef ye don’t belave it, thin listen to this: 
Say, Murphy, yer canned.” 





Good Goods and Good Men Make Good 


Courtesy Plus Means Success 

General Sales Manager John D. Mansfield, of the 
Dort Motor Company, says: 

“Every selling point which the salesman may make 
must embody the element of courtesy. Of course, the 
product must be right in the first place, but even 
with this in his favor the dealer cannot expect re- 
orders if his organization does not know the meaning 
of courtesy, as well as the proper method of ap- 
plying it. 

“Courtesy does not necessarily mean giving away 
everything you have in the salesroom. but it does 
mean a square deal, giving the customer the most you 
can for his money, and then taking care of him and 
making his requests personal. 

“There are many little things to smooth over in 
anv branch of merchandising, and it is possible to at- 
tend to these in a manner which the customer does 
not forget.” 

The writer recalls an occasion while out with a 
friend after a certain commodity. The friend said: 

“Let’s go in here.” 

“No, I imagine we will find something 
further down the street. Somehow, I don’t 
that place, vet it is nice looking.” 

“Have vou ever been in here?” 

“No.” 

“Then come on. 
is a prince.” 

We went in and I found the proprietor to be one 
of the most affable business men I ever met. We se- 
cured what we wanted and from that day forward; 
that is. as long as I was in that city, I not only patron- 
ized the man, but boosted his business every chance 
I got. I could not have “drummed” more earnestly 
if I had been on his pay roll. 

If ever a business man had personality, he certainly 
exemplified it, and, of course, success crowned his 
efforts. It cannot be otherwise. Good goods and 
good men make good. 


better 
fancy 


, 


I’ve been in here and the fellow 





Are You Among the Progressives? 
That Is to Say, Do You Advertise? 


When vou lay down your money for an ad, have 
you ever stopped to think how many more progres- 
sive people there are besides yourself? 

Why do I say progressive? 

Simply because it is the most simple and appro- 
priate word that I can think of to classify people who 
advertise. We have heard it said that many people 
expect a ten for every five they put out. Not a bad 
idea if they can garner it honestly. 

From reliable sources we learn that advertisers are 
doing better than that. American business spends 
on an average of $2,000,000 a day in advertising, but 


the volume of sales averages about $100,000,000 a 
day. 

The $2,000,000 is the regulator and stimulator of 
the flow of the $100,000,000. 

The way in which the individual business man uses 
his share of the $2,000,000 determines very largely 
what is to be his share of the $100,000,000. 

Hence it is that it pays well to advertise, but you 
must use proper judgment in placing vour ads. 

iixcellent mediums are the trade journal devoted 
to the particular business, and such periodicals with 
a good circulation which are read by a class of people 
whom you have reason to believe are prospective 
customers. 





Do You Advocate Saving? 
It Will Help You to Sell 


The primary purpose of a merchant in almost any 
line of business is doubtless to turn over his stock as 
many times per year as he possibly can. \Vhile. of 
course, there is no such thing in the selling of gas as 
the turning over of any stock, the more gas consumed 
the larger the income and the natural desire, there- 
fore, it seems, would be to bring about a larger con- 
sumption of gas. Still, the Atlantic Gas Company 
frequently publishes advice in its weekly house or- 
gan, Public Service, distributed to the people of At- 
lanta, which has a directly opposite effect—that is, 
advice showing the consuming public how to keep its 
gas bills as low as possible. When a large public 
utility offers to its public such advice as that how 
can any one accuse that public utility of greed? 


Following is a recent brief article published in Public 
Service of a nature to those that are frequently pub- 
lished along these lines: 

“It has been demonstrated that more than 27 per 
cent of the gas fuel supply is wasted in one way or 
another. A large portion of this waste is directly due 
to improper methods in the use of gas equipment by 
the consumer. 

“Waste can be reduced to the vanishing point, ser- 
vice can be vastly improved, and gas bills can be di- 
minished by a proper observance of a few rules gov- 
erning the use of this fuel. 

“Out of 32,000 gas customers in Atlanta, about 29,- 
000 have gas stoves. 

“To the end that waste may be removed and that 
gas service may be improved generally, here are some 
suggestions which should be followed in the use of 
gas in stoves: 

“1. All gas range burners should burn with a clear 
blue flame. If they do not, the consumer should call 
up the gas company. 

“2. Do not light the top burners until the food is 
ready to put on. 

“3. When the water in the vessel has come to the 
boiling point, reduce the flame by turning gas valve 
handle. 

“4. Never let the flame lap up around the vessel. 

Turn down the valve. 
“5 When the burner is not in use, turn it out. It 
is very easv to light again. We recommend the use 
of some handy lighter, such as the round file safety 
lighter, which is always ready for use. 

“6. Trv oven cooking, that is. cooking the whole 
meal in the oven at one time. This way of cooking is 
very economical.” 
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Public Utilities Securities 


Report 


Market 


Prices of Representative Gas Bonds 


(Quotations furnished by The National City Company) 


Sept. 1, 1921 


Company Issue Maturity Bid Asked 
American Lt. & Trac. Co....... Five Year 6s....... May 1, 1925 91 91% 
Brooklyn Union Gas Co........ First Consol. 58....May 1, 1945 84 = 8&6 
Columbia Gas & Elec. Co....... First 5s........ oboe AMR. 1, 1927 84% 85% 
Consol. Gas, Elec. Lt. & Pr. 

Co. of Baltimore........ First Ref. 7%4s8.....Dec. 1, 1945 981% 100 
Consol. Gas, Elec. Lt. & Pr. Co.. General 4%4s....... Feb. 14, 1935 76% 77 
Consol. Gas Co. of New York...Sec. Conv. 7s ...... Feb. 1,1925 101% 101% 
Consol. Gas Co. of New York... One Year Sec. 88s... Dec. 1, 1921 100% 1003 

New Amsterdam Gas Co...... First Consol. 5s.... Jan. 1, 1948 65 67 
Denver Gas & Elec. Co...... ....Gen. (now ist) 5s.. May 1, 1949 78 8] 
Detroit City Gas Co..ccccccccce Gold 58........4. cau Sa. 1, 1923 91 93 
Equitable Illum. Gas Lt. Co. of 

TE. ctsvaccecdar Pe GBiicsceccas cul Jan. 1, 1928 96 99 
Hudson County Gas Co......... First 58........02..NO\ 1, 1949 73% 75 
Lacleée Gas Light C6. ..cccccees ner. & Ext 6s..... Apr. 1, 1934 76 77 
Louisville Gas & Elec. Co....... First & Ref. 7s..... June 1, 1923 9514 97 
Bisceeen Light Co. cicccccecoses First & Ref. 5s..... Mar 1, 1946 69 72 
Milwaukee Gas Light Co........ ee 1, 1927 81 83 
Paciie Gas & Elec. Co......00s Gen. & Ref. 5s..... tar 1, 1942 79 80 
Pacific Gas & Elec. Co......... Col. Tr. Conv. 7s... Ma 1, 1925 97 ga 
Pacific Gas & Elec. Co...... vous Sinet Wel. F6.000 Dex 1, 1940 9914 100 

Cal. Gas & Elec. Corp......... Unif. & Ref. 5s.....N: 1, 1937 85 R¢ 
Peoples’ Gas Lt. & Coke Co..... Refunding 5s....... Sept. 1, 1947 73 7414 
Chicago Gas Lt. & Coke Co... First 5s............ July 1, 1937 78 79 
Portland Gas & Coke Co........ First & Ref. 5s... Jan 1, 1940 78 80 
Seattle Lighting Co....... adie Refunding 5s....... Oct 1, 1949 66 69 
Southern California Gas Co...... ,. * aaa Nov. 1, 1950 84 §7 
United Gas Improvement Co....Two Year 8s....... Feb 1, 1923 9914 993% 
Utica Gas & Electric Co........ Ref. & Ext. 5s..... July 1, 1957 81 &4 
Washington Gas Light Co...... SORE GE Scns wcue. Nov. 1, 1960 77 77 

Western States Gas & Elec. Co. 
of California ....... ..+. First & Ref. 5s..... June =-1, 1941 76 = =78 








Seeks to Issue Stock 
Muncie, Ind—The Central 
Company, operating at Muncie, Ma- 
rion, Anderson, Elwood, Hartford 
City and Fairmount, Ind., has filed 
with the Public Service Commission 
a petition for authority to issue $2,- 
000,000 of preferred stock, part of 
which would be sold periodically to 
finance extensions and improve- 
ments. 

The new issue also would be used 
to retire $500,000 outstanding pre- 
ferred stock and $475,000 of deben- 
tures and to discharge $241,000 of 
bills payable. The issue would bear 
8 per cent interest and cumulatively. 


Gas 


The company now has $5,000,000 
outstanding common stock and $2,- 
784,000 of first mortgage bonds, and 
it placed a valuation of $8,758,271 on 
its plant and property. Net earnings 
for the year ending last June 30, ac- 
cording to an exhibit filed with the 
petition, were $506,654, from which 
was paid interest charges of $181,- 
224. 


Asheville, N. C—H. W. Plum- 
mer, manager of the Asheville 
Power & Light Company, states 
that the company now has under 
way the installation of a new gas 


holder with a capacity of 200,000 
cu. ft., and will carry on consider- 
able other extension and enlarge- 
ment work between now and the 
first of next year, if the recent rul- 
ing of the State Corporation Com- 
mission, granting Asheville a rate 
of $2.20 per 1,000 cu. ft., is allowed 
to stand. These improvements 
were one of the requirements of 
the commission in granting the 37 
per cent increase in rates. 

If a rate of $2.20 is allowed it is 
believed that Asheville will have 
the highest rate in the country. At 
Butte, Mont., the rate is said to be 
$2.10, while at Fla., 
the rate is $1.85. 

It is generally believed that the 
city of Asheville will carry an ap- 
peal to higher sources rather than 
allow the rate « 


Jacksonville, 


yf $2.20. 


Fix Rates on New Valuation 


Mobile, Ala.—W ith a view to a 
possible increase in gas rates be- 
cause of heavy losses occasioned 
the past three or four months on 
account of too low a rate, the Mo- 
bile Gas Company’s property will 
be given a valuation following an 
investigation and audit by I. F. 
McDonnell, consulting engineer 
for the Alabama Public Service 
Commission. The new rate, if a 
change is made, probably will be 
based on the valuation of the com- 
pany’s properties in Mobile. 

The company’s quarterly state- 
ment filed recently with the com- 
mission shows a net loss of $7,- 
278.07 for May, June and July, of 
this year, as compared with a loss 
of $19,225.39 for the same periodd 
in 1920, a reduction in net loss for 
the three months of $11,947.32. 





To Issue Refunding Bonds 

Atlanta, Ga—Refunding bonds 
in the sum of $308,500 will be is- 
sued by the Georgia Railway & 
Power Company, of Atlanta, to 
take care of improvements and ad- 
ditions to its properties the firts six 
months of 1921, ending June 30. 
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Portland Ideal City for Gas 
Heating 


Portland, Ore.—Few People real- 
ize the extent to which gas isgrowing 
in favor as a house-heating medtum. 
Within the past few years the gas- 
heating business has increased to an 
extent which is nothing short of re- 
remarkable. Other large cities where 
gas heating is particularly successful 
are Baltimore, Mr., Bostor, Mass., 
St. Louis, Mo., and Cleveland, Ohio. 

War conditions revolutionized the 
fuel conditions, until now one scarce- 
ly knows how fuel prices really com- 
pare. It is ambiguous to analyze fuei 
costs from any other than a B.t.u. 
basis. Some kinds of fuel can be 
burned quite efficiently, while others 
require special care, and even then 
result in large losses. 

Only heat which is actually deliv- 
ered within a room becomes effec- 
tive. It is a fact, amazing as it may 
be, that nearly all solid-fuel-burning 
appliances used to heat homes waste 
50 per cent of the fuel burned. Au- 
thority for this statement is found in 
bulletins issued by the United States 
Fuel Administration. Further state- 
ments imply that losses of about 65 
per cent are average. Contrasted 
with with this is the fact that certain 
gas furnaces register losses of only 
10 per cent. As it is the number of 
effective heat units, 1. e., the heat ac- 
tually used in warming a home, tha* 
counts, it is unfair to compare fuel 
prices on other than an efficiency 
basis. 

Some interesting data follow, giv- 
ing current prices on a number of 
different kinds of fuel: 

Few people ever think of the 
amount of money that will accrue as 
interest upon large quantities of fuel 
stored in their basernent. It must be 
paid for in advance, while with gas 
it is paid for as you use it. No stor 
age bin is necessary and basements 
may be kept neat and clean with ease. 

Gas for house heating has had a 
rapid and steady growth within the 
past few years. While Portland 
might be classed as a Northern city, 
the total percentage of fuel used 
compared with that of the maximum 
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possible demand, is considerably less 
than for Chicago, Baltimore or other 
cities of approximately the same lati- 
tude. Due to its comparatively even 
temperatures under normal climatic 
conditions, Portland may be classed 
as an ideal city for gas heating. Gas 
heat is quick and effective; for this 
reason Oregon’s climate makes it 
particularly desirable. With coming 
vears gas will more and more grow 
in favor. Several items will tend to 
bring this about. Perhaps the most 
important one will be from the stand- 
point of conservation of our natural 
resources. It does seem a shame 
when one stops to think about it, that 
we stili continue to burn certain 
classes of fuel with losses often as 
high as 65 per cent, when others are 
readily available where only 10 to 15 
per cent losses result. 


Makes Fuel from Waste 
Material 


Eureka, Cal.—That waste matter 
heretofore considered of little value 
can be transformed into a high-grade 
fuel equaling the finest charcoal is 
being demonstrated by the Humboldt 
Fuel Company. At the plant estab- 
lished there waste material from the 
gas plant of the Western States Gas 
& Electric Company is being com- 
bined with other waste materials, 
producing a fuel that is becoming 
widely popular in Eureka. 

Used with a small quantity of 
wood to give the initial heat, the fuei 
becomes a glowing mass of carbon 
which will hold its heat for hours. 
In fact a fire box filled in the evening 
will be found giving off heat in the 
morning. Asa fuel for heating fur- 
naces it has much value, giving off a 
steady, smokeless and flameless heat 
that meets every requirement of the 
heating furnace. 

The process by which the fuel is 
produced can be applied to a large 
variety of waste materials, and prac- 
tically anything in which any heat 
value exists can be treated success- 
fully. In this part of the country the 
great amount of wastes from the 
mills as well as that left after log- 
ging operations can be reduced to 





GA S FB beeen 
IAS Re Ore } 





e 














g 
aye 
J 





compact and easily marketed fuel. 

The Humboldt Fuel Company is 
preparing to expand just as fast as 
conditions permit. The experimental 
stage has been passed. With the saw 
mill, called the “worst offender” in 
the production of waste material, as 
a source of supply for part of the 
waste product, ample opportunity 
exists here for expansion. 





Rich Oil Discovery Is Made in 
Arctic 

Nome, Alaska.—Discovery of new 
oil fields in the vicinity of Wain 
wright Inlet and Point Barrow onthe 
Arctic Coast of Alaska, which it is 
believed here may rival in impor- 
tance the Mackenzie River fields of 
Northern Canada, has been reported 
by members of a California prospect- 
ing partv which has been in the dis 
trict since last July 14. 

According to R. D. Adams. head 
of the party, large seepages occur 
in the neighborhood of Cape Simp 
son, east of Point Barrow. Thev ap- 
pear, he said, to spring from two or 
three conspicuous barrier mountains 
back of the cape and within a mile 
of the Arctice shore line. 

They flow several hundred vards 
high into a “lake of oil.” 

Another party which left Nome in 
July also is prospecting in the neigh- 
borhood. 

Reports of a “lake of oil” between 
Point Barrow and Demarcation 
Point on the Canadian boundary 
were first made about five years ago 
by a teacher at Point Barrow. Na 
tives who had visited the region said 
the oil bubbled from the Tundra in 
large amounts. 


Harding Not to Attend 

Atlanta, Ga.—President Harding 
has declined an invitation to attend 
the annual convention of the As- 
sociation of Railway and Public 
Utilities Commissioners, to be 
held in Atlanta, October 10. The 
convention is to be one of the most 
important in the history of the as 
sociation, and a large attendance 
is anticipated. 
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S. C. G. A. Will Meet at 
Shreveport 

The sixth annual convention of 
the South Central Gas Association 
will be held at Shreveport, L.a., Octo- 
ber 11 to 13, inclusive. Ihe sessions 
will be held in the ballroom of the 
Youree Hotel, and preliminary inidi- 
cations point to the largest attend- 
ance in the history of the association. 
A program committee headed by S. 
J. Ballinger, of the San Antonio Pub- 
lic Service Company, co-operating 
with Secretary Seidenglanz, have ar- 
ranged a program that should be of 
especial interest to the gasmen of the 
Southwest at this time. Several im- 
portant papers on the subject of 
Home Town Financing and Public 
Policy have been scheduled, together 
with papers and discussions of appli- 
ances as well as gas heating and tech- 
nical problems confronting the en- 
tire industry. 

Among those who will be heard at 
this convention are S. E. Dillon, 
manager of the Consumers Gas 
Company, Hot Springs, Ark., who 
will discuss public relations; A. A. 
srown, of the Oklahoma Gas & 
Electric Company, who will discuss 
home town financing; William Bailey 
of the Southwestern Gas & Electric 
Company; M. J. Dewey of the Gult 
Refining Company; L. F. Blyler of 
the Hugo Manufacturing Company ; 
W. L. Powers of the Eclipse Gas 
Stove Company; Paul E. Nichols, 
vice-president, Galveston Gas Com- 
pany; J. H. Satterwhite, Tulsa, 
Okla., and R. A. McNeas, of the 
San Antonio Public Service Com- 
pany. 

The motion picture, “The Spirit of 
Service,” prepared by the American 
Gas Association, will be displayed at 
the convention and a representative 
of the A. G. A. will occupy a place 
on the program. 


To Purchase Citrus Belt Gas 
Company 

The California State Railroad 
Commission has given its sanction to 
the purchase by the Southern Cali- 
fornia Gas Company of the gas sys- 
tems and franchises of the Citrus 
Belt Gas Company in the cities of 
Redlands, Colton and San Bernar- 
dino, San Bernardino County, and in 
the city of Corona, 
County. 

To finance the transaction the 
Southern California Gas Company 
was permitted to issue $365,000 of 
its first and refunding mortgage 
twenty-year 7 per cent gold bonds 
to be delivered in part payments for 


Riverside 


the properties; or it may sell the 
bonds at not less than 97 and pay 
cash. The commission found that 
the Citrus Belt Gas Company was 
unable to give satisfactory service 
and the Southern California Gas 
Company has assured this regulatory 
body to improve conditions. 

The gas distributed to the above 
territories is a natural product com- 
ing from the oil fields, mostly in Los 
Angeles County. The gas is pur- 
chased by the above company from 
the Southern Counties Gas Company 
of California, which distributes nat- 
ural gas in forty-three cities in Los 
Angeles, San Bernardino, Orange, 
Ventura and Santa Barbara Coun- 
ties. The heat content of this gas 
is in excess of 1,100 B.t.u., which 
compares most favorably with the gas 
distributed generally throughout thi, 
rich section of California. 





Three Gas Companies Form 


Alliance 


Marion, Ill—On June 11 the State 
Public Utilities Commission entered 
an order authorizing the consolida- 
tion of three Illinois companies, 
namely the Murphysboro Water 
Works & Electric & Gas Light Com- 
pany, Southern Illinois Gas Com- 
pany, and Du Quoin Light, Heat & 
Power Company. This consolida- 
tion was authorized by the Secretary 
of the State on July 18. 

The Murphysboro Water Works 
& Electric & Gas Light Company has 
been furnishing electricity, water and 
gas to the city of Murphysboro. The 
Du Quoin Light, Heat & Power 
Company has been furnishing gas 
manufactured in Du Quoin to the 
citizens of Du Quoin. The South 
ern Illinois Gas Company has been 
supplying gas to the following cities: 
Marion, West Frankfort, Carbon- 
dale, Johnston City and Carterville. 


This consolidation is a decided 
step in advance. The customers 
served will soon realize that they 


have been benefited, as it means even 
better service. 





Bankruptcy Petition 

An involuntary petition in bank- 
ruptcy has been filed against the 
Penn American Gas Coal Company, 
a corporation engaged in the coal 
and coke business. The petitioners 
are the Federal Gas Company, West 
Penn Fuel Company, McAbee Pow- 
der & Oil Company, J. C. Moore 
Supply Company, J. W. Stolzenbach. 
Claims against the corporation ag- 
gregate $175,164.81. 


Majority of Gas Wells Are 
Financed by Gas Companies 


The number of wells coming in 
tells who are the active operators in 
the Eastern fields. More than one- 
half of the wells completed are 
financed by the gas companies. In 
Courthouse district, W. Va., the Pine 
Run Oil & Gas Conipany’s test on 
the W. T. Keith farm is a gasser in 
the Big Injun sand. In Freemans 
Creek district, Lewis County. W. 
Va. the Reserve Gas Company has a 
gasser in the fifth sand, the test be- 
ing on the Rorhbaugh farm. 

In Richhill Township, Greene 
County, Pa., the Carnegie Natural 
Gas Company’s test on the Bert 
Scott farm was dry in all sands. 





New Manager for Eastern 
District, Celite Products Co. 

The Celite Products Company has 
announced the appointment of F. S. 
Crosby, who has been sales and ad- 
vertising manager for the United 
States & Cuban Allied Works Engi 
neering Corporation, as manage of 
their Eastern district, with head- 
quarters at 11 Broadway, New York 
City. 


P. S. Board Hearings to Be 
Held in Pittsburgh 


Harrisburg, Pa.—Hearings on ap- 
plications for State certificates and 
complaints filed against Public Util- 
ities of Western Pennsylvania have 
been set for September 8 and 21, ac- 
cording to the Public Service Com- 
mission announcement. 

Several very important natural gas 
cases are to be taken up early in 
September. Those listed for hear- 
ing in Pittsburgh are: New Castle 
Pa., complaints against the Manufac- 
turers Light & Heat Company; 
Johnstown Fuel Supply Company, 
and the Greensboro Gas Company 
case. The protests of Farrel, Sharon 
and Wheatland, Pa., against the 
Shenango Valley Traction Company 
is to be taken up September 12, as 
is also the Latrobe water complaint. 

An important question will be 
raised in the case of the Western 
Union Telegraph Company’s com- 
plaint that its lines have been inter- 
fered with by the West Penn Power 
Company. During the week of Sep- 
tember 19, the United States Natural 
& Waynesburg Water 
plaints are to be argued. 

Hearings have been set for Frie, 
Pa., on September 21 and 22, and 
the Franklin Water and Pennsyl- 


Gas com- 


vania Gas cases will be argued on 
September 26. 
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Lansford Gas Company Fails 

Lansford, Pa—The_ Girardville 
Gas Company, of Lansford, has 
passed into the hands of receivers, 
J. C. Lightfoot and C R. Tilley, of 
Philadelphia. High costs of produc- 
tion and a shrinking income are giv- 
en as the causes of the company’s 
failure. 


Test Well Proves to Be Huge 
Gasser 


Considerable excitement has been 
occasioned in Randolph Township, 
Crawford County, fourteen miles 
south of Meadville and in the Blac! 
Ash section near the Venango Coun 
ty line by a gas well brought in on 
Monday by the Greenville Oil & Gas 
Company, some of the estimates be- 
ing as high as a million cubic feet 
daily. 

the hole is six and five-eighths in 
ches in diameter. ‘The crew 
Hugh Brown, driller, and his 
Thomas, tool dresser. The top of 
the Coffee shale was tapped at 550 
ft. and this was penetrated about six 
inches when the driller heard the gas 
roar, and he and his son doused the 
fire in the forge and put out the wood 
fire in the steam boiler. The flow of 
gas was then ignited to prevent pos 
sible accidents until the flow could 
be controlled. It is said that there 
has been no decrease in the original 
pressure 


was 


son 


Manchester Gasman Leads the 
British Society of Chemists 
When the overseas delegation at 
tending the sessions of the British 
Society of Chemical Industry in 
Montreal, and many of the Canadian 


meml S, Cross the bordet1 t meet 
wil he Ameri n Chemical Society 
in joint session at New York, S 
William Pope, D.Sc. F.R.S., K.B.E.., 
noted { s work with the M 
chester G Corp ion, will be 
the he icl e B S ety 
Sir \ | ¢ ocr \ | 
7 ’ 
P ( , 1 \] S 
¢ 1) ¢ 
eS 
: a 
1 1 | 


iam, steel metallurgist, and Dr. Fred 
erick Gamble, director of Allen & 
Hambergs, Ltd. 

On September 6, the visitors will 
be the guests of the Solvay Process 
Company, at Syracuse, N. Y. 


Valuable Papers at National 
Exposition 

At the seventh national exposition 
of chemical industries, to be known 
as the Prosperity Exposition, to be 
held in New York next month, many 
important and valuable papers will 
be presented, among them being: 

“A Method for Coking Coal as 
Required for Industrial Fuel’—By 
D. S. Chamberlin, Fuel Distillation 
Industries, Inc. 

“Compressed Air Installation in 
Industrial Plants’—By A. R. Stev- 
enson, IJr., General Electric Com- 
pany. 

“The Development of Compound 
Grinding Mills’”—Bv H. Schifflin, of 
Allis-Chalmers Manufacturing Com 
pany. 

Additional motion pictures have 
been added to the program as fol 
lows: “Modern By-Product Cok 
ing’—two reels from the Koppers 
Company; “The Story of Armco 
Ingot Iron’—three reels from the 
American Rolling Mill Company. 

Interesting papers will be given 11 
connection with the evaporation and 
drving program, industrial problems, 
and the ] t and varnish industry. 
Doing an Extensive Foreign 

Business 

New York Cit.—British Furnaces, 

libank House, 


Street, London, S. W. 1, Eng! 
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Compagnie Generale de Construction 
de Fours, 32 et 34 Rue de la Grange 
aux-Pelles, Parris, France, are the 
sole licensees and manufacturers for 
surface combustion patented appa- 
ratus in France and its colonies, Bel 
sium, Holland, Switzerland, Italv, 
Spain and Portugal. 

John H. Bartlett, Jr., foreign rep 
resentative for the Surface Combns 
tion Company, Inc., of New York 
has had charge of this work during 
the last few years and personally su 
pervised the organizing of the for 
eign and manufacturing di 
partments for the companies 
took over the Surface 
Company rights. 


sales 
1 
which 


Combustion 


Gas Company Sold 
receiver's 


Medford, Ore.—At a 
sale of the Oregon Gas & Electric 
Company, the property was bought 
by the Anglo-California Trust Com- 
pany of San Francisco, Cal., for 
$55,550.50 The hondholders were 
represented by Thos. D. Petch, re- 
ceiver, and the trust company by its 
vice-president and cashier, Louis 
Sutter. There were no other bids. 
The includes the land and 
equipment of the gas company in this 
citv, Grants Pass and Roseburg. Thi 
includes forty-two acres just 
of Medford, one and one-half acres 
each at Grants Pass and Roseburg 
The company’s affai i 
litigation for a vear, and the sale is 
expected to straighten them out. 
The future plans of the company 
will c, until after a 


sale 


h 


sout 


rs have been in 





il] not be made publi 
conference to be held at San Fran 
cisco this .week. 


Needs 80-Cent Gas 


i. ( elahor ' (jas & lect 


Drilling for Natural Gas to Be 
Extended 


Dp 
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Hearing Postponed 
Looks like somebody is “kidding”’ 
themselves, the public, or playing 
“hide and seek,” fer the fact stands 
of the city of Denver 
vs. the Denver Gas & Electric Light 
Company, relative to forcing the Ga 


th it the case 


Company to pay over all money, in 
excess of 75 cents per 1,000 cu. ft., 
collected for has not as yet 
come to a show-down. he comba 
tants meet, both willing to postpone 
the contest and, as time on- 
ward, they evidently figure that none 
of them will care very much just how 
the judge decides, ninety-nine years 
from now. . : 


was 
mad, 


Foes 


State Ownership Defeated in 
Georgia 

\tlanta, Ga.—State ownership of 
public utilities was defeated by the 
Lower House of the Legislature by 
a vote of 30 to 1. The bill for Gov- 
ernment ownership had been brought 
up annually at several legislative ses- 
sions by the Municipal League of 
Georgia. Legislators say that the 
decisive vote has permanently dis- 
posed of the agitation. 

Gas Service Basis of Order 

Raleigh, N. C.—The Corporation 
Commission tramps down hard on 
the service pedal in its order increas- 
ing the gas rate for the city of Ashe 
ville. The commission, for the first 
time, requires that the company make 
improvements, which it is estimated 
will cost $200,000 before they are al 
lowed to increase the gas rate from 
$1.60 per thousand to $2.30 for the 
first 10,000 ft. 

The has_ established 
the companies in the State hereto 
fore, but this is the first time it has 
made an increase in rates contingent 
on the making improve 
ments which wil! enable it to 


commission 


company 
render 
a brand of service that is up to the 
standard. From this standpoint, 
though the order is local in its na 
ture, the Asheville 
rate, it is one of the most important 
that has vet been issued bv the Cor 
poration Commission. 


relating onlv to 


Statesman Condemns Public 
Ownership 
Williamstown, Mass Govern 
ment ownership and operation were 
condemned as a public folly in a lec- 
ture by Signor Tomasso Tittoni of 
the Italian Senate, hefore the Insti- 
tute of Politics at Williams Collese 
Williamstown, Mass., which is an in 
ternational gathering. Signor Tittoni 
lectured on the subject of “Economic 


Doctrines.” He said that the Jtalian 
Government made no effort to check 
the communists in their plan to op 
erate industries, with the result that 
the people soon recognized the fal 
lacy of the public ownership idea, in 
that the factories had to 
down due to inefficient management. 
“Municipal, and especialiy state, 
ownership,” said Senator Tittoni, 
“can never have for its object simply 
economic advantage. Peop'e gener- 
ally expect from Government-run in- 
dustries the latest improvements and 
the best commodities, little caring 
whether the concern is in a financial 
position to pay for them. Thus every 
public concern must, in order to con- 
tent the people, tend toward the free 
distribution of its commodities ” 


be shut 


Commenting editorially 9n Sena- 
tor Tittoni’s address, the New York 


Tribune said: 

“Tt is not thought of what men 
ought to do, but what they prevail- 
ingly do, that must control states- 
manship. Perfected man may be 
come so socialized in his conduct as 
to look to the public welfare first and 
be willing to work as hard for the 
State as for himself, but he has not 
arrived at this state. T'ntil he does, 
through the slow process of educa- 
tion, it may be regarded as a cer- 
tainty that public ownership and ope 
ration will mean a higher cost or a 
poorer service.” 


Power Association Secretary 
Resigns 


The resigna 
tion of H. S. Cooper, secretary of 
the Southwestern and Electric 
\ssociation, was accepted at a spe- 
cial meeting of the executive an dad 
visory committees of the organiza 
tion held in Houston. Mr. Cooper’ 
resignation was presented some 
weeks ago. C. EF. Calder, president 
of the organization, said that the res 
ignation of Mr. Cooper, who had 
been secretary for eight years, had 
been accepted only upon the solicita 
tion of Mr. Cooper himself, the ac 
tion being taken with much regret by 
the entire committee. No successor 
was named, but the naming of the 


new 


Galveston, Texas. 


(yas 


is in the hands of 
spec ial committee, which is exper ted 
to report within a few days 

During the meeting a membership 
committee composed of si 


secretary 


1X men Wes 
appointed, with special instructions 
being given to enlist as a member 
every public service or utility com- 
pany in the State. Those on the com- 
mittee are R. J. Irvine, W. A. Dar 
ter, S. J. Gier, Sweetwater; H. F. 
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Borton, M. H. Voss, 
Fry, Abilene. 

Plans were made for the enlarge 
ment of the activities of the associa- 
tion, both among the new and old 
members, by acquainting each of the 
activities of the various other mem- 
bers by means of a news bureau. This 
bureau will gather information from 
each member and circulate it. 


Houston; H. F. 


Work on Gas Plant Is Begun 

Uhrichsville, Ohio.—Construction 
of a super power and electric 
plant, designed to assure efficient ser- 
vice for northern Ohio cities, has 
been started at the Little Daisy Mine. 

The new plant is being built by the 
Allied Power Industries. 

Ward FE. Waite, general engineer 
in charge of construction and opera- 
tions, explained the nove! process by 
which the gas will be manufactured. 

Atomized coal, for the making of 
which the company holds basic pat- 
ents, is the principal product used. 
The small particles of coal are intro- 
duced in a gas retort and the heat 
units in the coal gasified, Waite ex- 
plained. ‘The result is a nincandes- 
cent mass at the bottom of the retort 
to which steam is added. Coal gas 
and hydrogen gas are drawn off. 

One ton of coal produces 190.000 
cu. ft. of gas, Waite said. By 
ent methods only 10,000 cu. ft. of 
gas are produced. 


gas 





No Citizens Gas Dividend 

Indianapolis, Ind.—-No action was 
taken by directors of the Citizens 
Gas Company of Indianapolis on the 
capital stock dividend due at this 
time. In a statement to stockhold- 
ers. J. D. Forrest, secretary of the 
company, says: “So long as the com- 
panv ily on 


e 1 = 
account ot oo 


is obliged to borrow hea 
insufficient capita ; 
deemed unwise to take acticn on the 
dividend.” Dividends at the rate of 
5 per cent have been paid semi-annu- 
ally since March, 1916. Pri hat 
time, to September, 1911, the annual 
rate was 7 per cent. 
Although 1920 was the 
the historv of the company, 
six months of this vear sho 


r to 


best vear 1m 
the first 


vs a big 


falling off in earnings, due to the 
general business depressic: The 


company is planning the sale of an 
issue of 7 per cent preferred stacl 


Declaces Dividend 


Blackstone Valley Gas & Flectric 
Company has declared regular quar- 
terlv dividend of $1 on common, pay- 
able September 1 to stock of record 
August 23. 
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Gas Utility Shows Loss 
Stevens Point, Wis.—Despite the 
increase in rates granted the 
utility at Stevens Point, the Wiscon 
sin Valley Electric Company, in a re 
port submitted to the common coun 
cil, asserts the company has been op 
erating at a loss of $11,000 for the 
first six months of the year, and, in 
addition, has suffered losses for more 
than five years 


- . 
gas 


Dast. 


Standard Gas & Electric Co. 
Reports 


Gross and net earnings of subsid 
lary companies of Standard Gas & 
Electric Company for 
months ended July 31, 
follows: . 


the twelve 


7 
last. are as 


Twelve 

Months 

Tulv 30. ’21 

Mobile Electric Ca, i 
Gross earnings 

Net earnings ........ 

Fort Smith Light & Trac- 

tion Company 


38,2314 


235,898* 


(Gross earnings 1.067 .642* 


$196* 


Net earnings Parts 
Puget Sound Gas Co. 

(Gross earnings 169. 384* 

Net earnings ........ 25.4567 
Tacoma Gas & Fuel Co. 

Gross earnings 

Net earnings 


YOR 


591 Re 16* 


106.177* 


Louisville Gas & Electric 
Company 
Gros searnings ...... 4,815.062* 
Net earnings ........ 2 186 ,260* 


San Diego Consolidated 

Gas & Electric 
Gross earnings 
Net earnings ........ 

Mountain States Power 

Company 

Gross earnings 
Net earnings 


3.405.121* 


983,555* 


964.,.429* 


282.4174 


+Decrease ; *increase 
Contract Awarded 

The Gas Machinery Company, of 
Cleveland, Ohio, has been awarded 
contract for a four-foot double su- 
perheated carbureted water gas ap- 
paratus.erected in the plant of the 
Storm Lake Gas Company 
Lake, Iowa. 

This plant will be a duplicate of 
the one furnished by the Gas Ma- 
chinery Company at Cherokee, Iowa, 
and will enable the Storm Lake Gas 
Company to take care of their in- 
creasing demand for gas and con- 
tiue the good service to their custom- 
ers that they have provided in the 
past. 


Storni 





a he new water eas set w ill be l 
cated space which the gas 


y 
J 


pany has in their existing bul 


Gas Rate Reduced 


ton, Va. City M. 
Rink ff has am 
a letter f1 
John N. Shannahan, pres 
Newport News & Hampton Railway, 


& | ic Company, announcing 


Ham] 


nager 
i) inced 


ident of the 


(yas & 1 le 
that Vas vill be reduced on Septem 
55 per 1,000 cu. ft 


rate will become effective 


ber 1 to $1] 

The ne 
as of September 1 and will be in line 
with the general reduction of other 
things over the peninsula. 


Employees Study Gas System 


Long Beach, Cal.—To give the lo 
cal employees of the Southern Conn 


ties Gas Company a more compre 


hensive idea o fthe size, gre wth and 
tangible properties of the gas com- 
pany, twenty-nine Santa Monica 


Bav employees recently visited the 
nart of the company’s sys 


as the oil fields and gas 


eastern 


tem a swell 


well. The trip was made in a large 
motor bus, the start being made at 
Santa Monica at 7.30 A. M. The 
tour included stops at San Pedro, 
Long Beach, Anaheim, Santa Ana, 


and Placentia. 

At Long Beach the local gas em 
ployees looked over the modern com 
pressor plant and new 2,906,000 cu 
ft. gas holder. which supplies gary to 
the I.ong Beach-San Pedro district. 
Following a luncheon at Anaheim, a 
trip was made to the Placentia oil 
fields, where the Southern Counties 
Gas Company obtains a large part of 
the gas supplied to its $0,000 con 


sumers. The compressor plants at 
Placentia and Brea, where the nat- 
ural gas is extracted from the oil, 


were visited and studied hy the local 
gas company representatives 

Ferdinand R. Bain, president of 
the company, proposed the trip, be 
lieving that the local ens companv 
emplovees would be in a far better 
position to sell the compnanv’s stock 
if they had a hetter knowledge of the 
properties and holdings of the com- 
pany. Another trip will be made by 
a second motor bus filled with em 
ployees next week 


Texas Charter 
Austin, Texas —Chartered: 
Brenham Gas Company, Prenham ; 
capital stock $20,000. Incorpora- 
tors: D. C. Giddings, W. W’. Searcy 
and T. A. Low. 






Utilities Under Commission 


\la Phat 


diction over public utilities of all 


Montgomery, 


na ltl \la ama Tremalns tn e 
\labama Public Service Co S 
S re¢ rdless of whet Ot 


‘ rt ott e title to 

1t1¢ res with a LUNLICIpa ty 

+1 : c ' 1 T 4 “4 

the opinion of Llugh H. White, as 
sistant attorney yeneral tor tne 


State, who handed down the deci 


s10n connection with the co 
teste right of the commission t 
fix rates at Attalla, Ala. 

lhe Attalla case involved the in 
creasing ot water rates, ana the a 
peal was taken because the plant is 
owned by the city and 1s leased to 
a private corporation. ‘The de 


White was that 
are both owned 
municipality are e> 
the law from jurisdi 
\labama Public S 


Commission. 


sion of Mr. 
utilities that 
operated by a 
empt under 


tion of the 


and 


TV 16 


Warned 
Shortage 


Chicago, Ill. All 


are warned to keep a three months 


of Coal 


Factories 


manufacturers 


minimum coal supply on hand, in a 
bulletin sent out by the Illinois Man 
ufacturers’ Association. The bull 

tin also warned against a serious si! 

uation in the coal industry during the 
coming winter and next spring. lhe 
high cost of soft coal, said the warn 
due to 
creased cost of workman’s 
station, enforced idleness and lack oi 
market demand Further idleness 
at the mines, it said, will occur ne 

spring, due to 
over the 
tracts. 


ing, 1s labor, supplies, in 


compen 


a + 
anticipated trouble 


renewal of expiring con 


Decision Is Appealed 


Austin, Texas. heen 


\ppeal has 
filed with the Railroad Commission 
by the Gainesville Gas & Electric 
Company from an order of the city 
council of the city of Gainesville, 
eliminating service charges and fix 
ing a rate of 671% cents net per 1,000 
cu. ft. of gas. Pending hearing of 
the appeal, petitioners asked the com 
mission to fix a rate of 671% 
plus 50 cents service charge, and the 
commission has set a hearing on this 
temporary rate for August 25. The 
appeal is brought under the provi- 
sions of the Cox act of the 
Thirty-sixth Legislature 


cents 


gas 
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Plans $4,000,000 Plant 
Butialo, N. Y. 

ficial gas plant 

S4 000,000, 


Plans for an arti 
vhich will cos 
are being prepared by the 
Iroquois Natural Gas Company of 
Buitalo, and will be 
Public 


abc ut 


submitted soon 
to the Service Commission. 


Southern Counties Adopts 
Consumer-Ownership Plan 
The Southern Counties Gas Com- 

pany of California, distributors of 

natural gas Los Angeles, Orange, 

San Bernardino and Ventura Coun- 

ties and artificial gas in Santa Bar- 


bara County, has adopted the con 
sumer ownership plan and is selling 
its preferred stock to its consumers 


in the cities and communities where 
it operates 

The oftering $1,250,- 
000 of its S per cent cunwilative pre- 
ferred stock, the only preferred is- 
sued by this company. The cam- 
paign of selling this stock began July 
6, when the opening gun was fired. 
very employee of the company is 
an authorized agent to sell this sto ~k, 
and reports from the various cities 
where the company 
indicate that the issue is 
very readily by the 

The 


share for cash 


company is 


wi suld 
peing taken 

consumin: lic. 
is being sold at $99 a 
, and $100 per share 1 
ten equal monthly installments. An 
active adve 


operates 


r pul 


stock 


rtising and publicity cam 
paign is being carried on by the com- 


pany throughout its territorv, news- 


paper advertising being used as the 
principal vehicle of pushing the is 
sue The stock is quoted dailv o1 


the Los Angeles Stock Exchane 


Outccme of Hearing Awaited 
Anxiously 
the 


mpan\ W 


ties of lifter YY d Cor 
dele, Ga., with light and power, to 
sh rw ca r hy fr p lh, Ce roia 
Stat Ra roa ( ¢ miss nv hy te 
pre sent cs ould nN be Te€ 
duced isa tter ot in 4 tance to 






sion is about to serve similar no 


tice to other companies in ‘seore 
During the war emergency pe 
riod, increased rates were granted 

to all utilities in the State, but at 


the time the commission 
ruling to the effect 
at such time as it 
a new shi 


issued a 
wey it would, 
saw fit, call for 


wing bv the Potato com- 


panies on their earnings and com- 
parisons of the cost of operation to 
continu- 


determine the justness of 





ing the higher rates during 
adjustment period. 

\While this particular case ts not 
taken as an indication that all the 
utilities in the State are to be at 
once directed to appear before the 
commission, it indicate that 
the a proposes to carry 
out its implied promise to the pub 
lic to order ged ie 
as materials and conditions are 
back to a normal basis 

The of the Georgia Public 
Service Company has been taken 
under advisement and the decision 
of the commission is awaited with 
considerable interest by officials of 
public service utilities in Georgia 


the 


"ali Cs 
rates as 


soon 


case 





Deficit Reduced 


Montgomery, Ala.—A difference 
of $36.92 is shown between operat- 
ing and 


manufacturing 


expenses 
an id earnings of 


the Montgomery 
Light & Water Power Company, 
for July, in the monthly report is 
sued by S. B. Irelan, receiver. This 
deficit is materially less than the 
net deficit shown in the report for 
June. 





Los Angeles Company Making 
Extensive Improvements 


Los 


— Cal. In order to 


keep abreast o th 1e rapid growth of 
los Angeles and its immediate et 
virons, the Los Angeles Gas & Ele 
tric Corporation, distributing a 
mixed natural and artificial gas i 
| Os ‘\negeles proper, P: saaena at d 
contiguous territory, is to spend Si 


855.000 durit g the pre sent vejir. 2 


cording to William B 


aurhy te 


e 
president and cen ral mans »1" 
presidel and genera nanace 
\ce ) ding oO | hvte SN yi) ( 
{ | “a 
ended a i ) ince 1S € ed 
up very rapidly in order to prepare 
£, ] ) »9 > —- ¢ ‘ 
he 1921-22 winter peak 
los Angeles and vicinity is 
ata tremendous rate, with f esul 
that demands for betterment nd 
imp ern s ré l ¢ b len ¢ 
the local Tt)! blic service corporations. 





e Jovember, 
cording to officials « f the abov e com- 
pany, there will be complet it the 
irtificial gas nlant, Alisi pee Cente 
Streets, | OS Ang e] Ss. 9 nev lv reco! 
structed and remodeled plant, cost 
ing approximately 34.000.000 Wiitl 
the completion of this plant, 1t is said 
that there will be sufficient gas to 


neet the greatest requirements of the 
coming winter season. 

During the twelve months of 1920 
the above company laid ninety-two 








niles of new gas mains as compared 
with 100 miles to date 
Jan. 1, 1922, 


this vear. By 
the construction depart- 
ment of this will have laid 
168 miles of new mains. It has taken 
$1,130,000 to install the 100 miles of 
mains, plus the necessary meters and 


company 


service installations. These vary in 
size from three-inch to thirty-inch, 
the greater part of the lines being 
four-inch 


While the Los Angeles Gas & 
Electric Corporation is spending mil- 
lions of dollars to meet the growth 

fr Los Angeles, the Southern Coun- 
ties Gas Company and the Southern 
California Gas Company, serving ad- 
jacent territory, are spending 
portionally large sums to keep their 
systems up for the coming winter 


peak 


pro- 
i 


period. 





From the Oil Fields 


It is reported the Ohio Oil Com- 
pany, the chief operating subsidiary 
of the Standard Oil Company in Wy- 


oming, declared its regular dividend, 


but omitted a extra dividend of 
$1.25 a share. Until the last quar- 
ter, the company cad $?.50 a share 
extra quarterly. 


On August 19 word came that the 
Cheseborough 


Biamnteae turing Com- 
another tanda 


passed a quarte mn div 


pany, 


. nd a share. 


\ll of this is said to be due to the 
present 1 ‘ket mdition. but don’t 
overlook s | ot the t] there 
is MOs S much Me i oil con 
ing via the Panama Car is there 
5 t¢ owing 

[he Middle States Oil Company 
h ~ dec] ed S eg l € ly 
dividend, payable October 1, to stock 


thorized the executive co ittee to 
determine such extr Ci pensation 
to stockholde Ss as he aeem 
prope fo1 the curre of th 
year pe! d 
For the onths ended June 30 
ted ( ] 





ports a surplu rte > 
and eserve fot lep eciation d le 
pletion, ete., of $3,019,754 raynst 
$3.635,442 for tl first | fF of 19°90 
C. Eart Littrert has been made 
assistant su] erintendent of the New 
Haven Gas Light Company, New 


Haven, Mass. Mr. Littell was for- 
merly chemical engineer for the 
Providence Gas Company, Previ- 


dence, R. I. 


